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THANK Y0kt

Otto ter Haar, outgoing Chairman of the Board,
Elsevier Science Publishers BV.

Otto ter Haar, for many the
national and international person-
ification of ESP, is since January
1, 1987 no longer so closely
involved with the company. What
this means in detail, he tells you
himself in the following piece.

It’ll take some getting used to an
ESP without Otto ter Haar at the
helm. That’s why, as a tribute to
him, the ESP WORLD Editorial
Board decided to place him on the
front page — a position he’ll
always hold in our “ESP World.”

by Otto ter Haar

1986 has proved to be another
good year for ESP. Currency prob-
lems certainly made for greater
difficulties than in years past, but
practically all the companies
showed progress in their final
results. For this reason I would
first like to thank each one of you
very much for all your hard work.
I say this most emphatically as I
am well aware how many of you
dedicate yourselves with such
professionalism year in and year
out in service to your respective
companies. Once again my sincere
thanks!

In everyone’s life, things some-
times take very unexpected turns.
My life is certainly no exception.

Every top management renews
and rejuvenates itself from time to
time. This applies to the Executive
Board of Elsevier as well, and is
both good and healthy. It is very
important that management has at
its disposal as broad a base of ex-
perience as possible, drawn from
all segments of our large company.
If I were to continue fulfilling my
present function within ESP until
my retirement, there would always
be the risk that other members of
the Board would not have time
enough to acquire sufficient
knowledge about ESP, which is
such an important part of the
Elsevier concern. This applies to
all other parts of the company as
well.

After careful thought and delib-
eration, these considerations have
led to the decision that as of
December 31, 1986, I have

resigned from my position as
Member of the Board and Manag-
ing Director of Elsevier Science
Publishers. My colleague, Louis
van Vollenhoven, takes over my
Board duties, and James Kels suc-
ceeds me as Managing Director of
ESP.

Personally, this was not an easy
decision for me to take. Over the
past 27 years, | have watched this
company grow from a scarcely
profitable and barely distin-
guished part of Elsevier to the
proud and glorious one that it is
today. It has been a part of my life
just as [ am sure it is for many of
you. Even so, [ am now completely
at peace with the decision. It is
good for every company to period-
ically welcome a new chairman. I
have filled the function for the last
ten years and have the utmost con-
fidence in my successor and his
colleagues. Furthermore, I know
that Mr. van Vollenhoven will fill
his new post with both interest
and wisdom.

Even though I will still maintain
regular contact with ESP, this
change nevertheless means leaving
my old environment and saying
goodbye to all those with whom I
have worked, directly or indi-
rectly, on a daily basis. I shall cer-
tainly miss their dedication,
reliability and enthusiasm. I am
leaving a wonderful company that
has been made great by the people
who work for it. Let me thank
each one of you again for all the
warm friendship and continuous
support which has been shown to
me for so many years.

Good friends, I wish you all the
best. You will always remain in
my fondest memories.




World’s Biggest Book rair:

Frankfurt in thhe Fall

The Frankfurt Book Fair is to
books what the Cannes Festival is
to film, or the Paris shows to fash-
ion. It’s a regular gathering of the
best in the business, a place to
show off and impress. There’s seri-
ous work being done, but not a
little socializing, either. The value
of one’s presence cannot be mea-
sured in money alone, for there
are also substantial rewards in
respect and prestige.

Bearing this in mind, ESP sends
a substantial delegation to West
Germany each fall for this unique-
ly important book fair. The 1986
contingent was headed by Peter
Straub, Head of the international
sales department, who brought
with him Exhibitions Manager
Marie-Rose Kamerbeek and Sales
Managers Jesse Andriese, Roy de
Boo, Maarten van Lotringen and
Paul Snijders. Also representing
Amsterdam were Ger de Boer and
Jan Willem Dijkstra of the mar-
keting services department, and
Directors Otto ter Haar, James
Kels and Mari Pijnenborg.

Charles Ellis, President of
ESPC Inc., New York, came with
his Sales Director Kathy Flanagan
and Vice President of Marketing
Mike Boswood. Managing Direc-
tor Hans Gieskes and Sales Man-
ager Kumar Patel attended on
behalf of EASP in Barking, and
Managing Director Louk Berg-
mans carried the flag for Elsevier
Sequoia in Lausanne. Winning the
long-distance traveling prizes were
Claudio Rothmuller, Managing
Director of Editoria Campus Ltda.
in Rio de Janeiro, and Hisao
Ogura and Hideyuki Yamaha of
ESP, Tokyo--Deputy Head of
Sales Development and Sales
Manager, respectively.

It was, obviously, a big group
and its size reflected Frankfurt’s
importance to international pub-

Marie-Rose Kamerbeek, Exhibitions Manager, organizes more than 400 exhibitions a year for ESP, most
of them much smaller than Frankfurt.

lishing. If you go to one book fair a
year, this is the one. With so much
of the industry gathered together,
it’s easy to make lots of interna-
tional contacts while saving on
travel costs. Questions and com-
plaints from customers can be
readily dealt with (with help from
telephone lines direct to Amster-
dam). Frankfurt is also becoming
more and more important as a
location for STM (Science Tech-
nology and Medical) and IPA
(International Publishing Associa-
tion) conferences, in which many
of ESP’s directors participate.
From the world’s publishing
giants down to one-man compa-
nies putting out a couple books a
year, they all come here to display
their wares and, more generally
speaking, to show their faces. This

year some 7,000 publishers exhib-
ited books of every conceivable
kind: fiction and non-fiction; reli-
gious; children’s; science, medical,
technical and academic; art books
and more.

A Book Fair for All
Time

How did Frankfurt emerge as
the best of the book fairs? The
story actually starts in Leipzig, in
the present-day German Demo-
cratic Republic (East Germany).
For more than eight centuries,
Leipzig has hosted a famous trade
fair. In 1409, the town’s university
was founded and Leipzig became




the center of German book pub-
lishing, with about 80% of the
country’s publishers based there.
Since then, the Leipzig fair has
included printed works. As early
as 1594, the number of books on
sale at the fair was so great that a
catalog was printed, which proved
to be an excellent tool for obtain-
ing information about new publi-
cations.

In fact, up until World War II,
Leipzig was the focal point for
contact among international pub-
lishers and booksellers, but its
function in this regard was de-
stroyed by the war. Today, Leipzig
still hosts an important book fair
each spring, but the Frankfurt fair
now enjoys Leipzig’s former status
as the grandest of them all.

Right after the war a great num-
ber of publishers re-located from
Soviet-occupied Leipzig to a city
in the British-, French- or Ameri-
can-occupied zones. Frankfurt,
which had always been the second-
ary center of German publishing,
was a logical destination for many
of them. From this partition-
inspired migration was born the
Frankfurt Book Fair to replace
what Leipzig could no longer be.

Frankfurt was started up in
1949 but foreign publishers did
not exhibit until 1950. Until just
recently, the fair was still impor-
tant as the one place where book-
sellers could view all the season’s
new publications and place their
orders. ‘“Nowadays,” says Peter
Straub, ““it’s extremely rare for a
bookseller to place an order at the
fair. Promotion has improved so
much, we have computers and
tele-ordering and traveling sales
managers.

“The need to see the actual
books has disappeared, the fair is
no longer the place for booksellers
to familiarize themselves with the
production. In my opinion, it is
now first and foremost a place for
chatting with your colleagues.”

The Emphasis is on
PR

Marie-Rose Kamerbeek, who
organizes about 400 exhibitions a
year for ESP, most of them much
smaller than Frankfurt, agrees.
“It’s a public relations books fair.
We don’t even take all our annual
production as we do to other fairs,
because we don’t go there to sell
books per se.”

“Saleswise,” echoes Peter
Straub, “Frankfurt is relatively
unimportant. But it is very impor-

tant to be there and present a
healthy company image.”

“The last two years,” says
Kamerbeek, “we’ve had all of ESP
together, sharing one reception
desk and one appointment book.
We have a beautiful custom-
designed stand which contains
showcases, each representing an
Amsterdam division or one of the
sister companies.”

For many years, nearly all ESP
visitors to the fair have stayed in a
little hotel in Koningstein, in the
mountains outside Frankfurt.
Marie-Rose Kamerbeek says it’s
lovely, although one hardly gets to
see any of it. “We get up at 6:30 in
the morning with typically Ger-
man discipline. We breakfast
together and get into our cars by
8:00 sharp, because otherwise
we’d miss the opening of the fair.
Of course Peter’s always ready ten
minutes early, standing there wait-
ing for us.

“At 8:30,” Kamerbeek contin-
ues, “‘we switch on the lights, open
the stand and make the coffee. We
bring our own good coffee from
Amsterdam and Peter buys little
cakes in Koningstein. I make sure
that we have the necessary office
supplies and I keep an eye on the
appointment book.

“I also have to see my own con-
tacts, the booksellers for whom I
organize so many exhibitions. And
I help people who come round and
ask for promotional materials,
prices or just to see a book.”

Evening schedules are filled
with dinners and parties with cus-
tomers and colleagues. “It’s a lot
of socializing which is very tiring,”
finds Kamerbeek. “You’'re really
working from 6 in the morning till
midnight, and it’s not as much fun
as people think. During the day
there’s hardly a break, you run
from one appointment to the next.
At night you’ve got to be in a good
mood and keep up conversation.”

One of the special evening
events during each Frankfurt
Book Fair is the ESP ‘family’ din-
ner, attended in 1986 by no less
than 34 people. Every other year
the company takes its top cus-
tomers out to dinner as well.

Kamerbeek, who personally
attends ten book fairs a year, says
Frankfurt is different from all the
rest. Especially at the many East-
ern European book fairs, such as
those in Leipzig, Warsaw, Prague,
Belgrade and Moscow, there’s usu-
ally more emphasis on selling and
less on socializing. In Frankfurt
the goal is to see and be seen, and
the rewards of a good appearance
are intangible but great indeed.




The main entrance to the First International
Beijing Book Fair.

Just before Frankfurt, interna-
tional sales manager Peter Straub
represented ESP at the First Inter-
national Beijing Book Fair--in fact
the first book fair held in China in
4000 years. Some 500 foreign pub-
lishers exhibited all kinds of books
to 70,000 enthusiastic Chinese vis-
itors. ESP enjoyed a prime loca-
tion next to the entrance door and
Straub estimates four to five hun-
dred people visited our booth each
hour of the fair.

Held on seven days between
September 2nd and 12th, the Beij-
ing Book Fair was organized by
the China National Publications
Import & Export Corporation, a
government agency, in coopera-
tion with the Education, Science,
Culture and Public Health Com-
mittee of the National People’s
Congress; the State Science &
Technology Committee; the Min-
istry of Culture; China’s Associa-
tion of Science & Technology; and
the China Council for the Promo-
tion of International Trade.

“The interest in ESP was enor-
mous,” says Straub. “Not only in
our exhibited material, but also in
older titles, complete series and
odd subjects. Main topics of inter-
est appeared to be computer sci-
ence, earth sciences, technology
and operations research, chemis-
try, agriculture and dictionaries.”

According to Straub, ESP made
a mistake in bringing too many
journals and not enough books to
Beijing. “The cost of going there
was exorbitant; the Chinese de-

And

manded 70% discounts. So we
brought only about 300 books and
lots of journals. There was no
interest whatsoever in the jour-
nals, but next time we should
bring at least two years’ total book
production.

Three minutes after the gate was opened...the
crowds descend.

ESP Highly
Regarded

“ESP seems to be very well
known in China and our image is
excellent,” continues Straub.
“North-Holland’s computer publi-
cations score especially high
among Chinese students (they
appear to be used as text books all
over the country.) But there is
very little awareness of ESP as a
Dutch company; one Chinese even
took us for a Sudanese publisher.”

Straub has recommended that
the ESP effort be beefed up for the
Second Beijing Book Fair in 1988.
“Our stand was far too small this
time,” he says. “Apart from our
excellent interpreter and two
stand-helpers, I was all by m self
and there were 10,000 visitors a
day! From morning till night I was
standing there talking to people,
continuously, without interrup-
tion. I'd go home evenings and my
back and legs would ache, but I’d
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have dinners and social functions
to attend.” On one day alone
Straub claims to have sampled
more than forty different Chinese
dishes.

One very special occasion was
the elaborate dinner given by the
Chinese government for a select
1000 guests. As one of 56 guests of
honor, Straub was privileged to be
seated at the same table as Li
Peng, China’s Vice Premier. The
theme of Peng’s message to the
guests was “Books As Dissemina-
tors of Knowledge and Friend-
ship.”

““It was beautiful,” remembers
Straub. “And the fair really was
sheer fun because the people’s
hunger for knowledge was enor-
mous, and I had nice adven-
tures...at one point I was trying to

Six hours a day, every day: no breathing room
at the ESP stand.

attend to a visitor who spoke only
Chinese, when another came up to
me and said in perfect, accent-free
Dutch, “Sir, if you’d permit me
please, I would like to help you.’ I
found out only when I got back
that he was the well-known trans-
lator of Max Havelaar, a very
famous 19th-century Dutch novel.
You meet so many interesting
people like that.”




The beautiful MCD building at Keizersgracht
303.

The MCD staff on the staircase of their old-style canal-front building in downtown Amsterdam.

sk ahout the Medical

Communications

Division and you are

likely to be met by

uncomprehending

stares; say “sponsored
projects” and people may nod
their heads in recognition, but
still not be able to tell you much
about it. To find out what this
mysterious division is up to, ESP
WORLD interviewed Ton de
Swaan, Managing Director, and
Albert Oldenhof, Coordinator of
the area (Sales) Managers.
Oldenhof began with a story of
the company.

“The publishing house Excerpta
Medica was taken over by Elsevier
in the early 1970s,” explains Old-
enhof. “It was renowned for its
abstract or secondary publica-
tions, and for continuity these are
still put out under the Excerpta
Medica imprint, though the BMD
is now the official publisher.

“Beginning in the mid-60s,”
Oldenhof continues, ‘“Excerpta
Medica had also been producing
publications especially for the
pharmaceutical industry. This
grew to become a substantial line




Communications Division

of business in itself, and by the
early 80s the volume of these
‘sponsored projects’ was such that
ESP decided to remove the opera-
tion from the BMD and form a
separate division to handle it.
Originally called Excerpta Medica-
Sponsored Projects Division, the
sub-title was changed in 1985 to
the more comprehensive Medical
Communications Division
(MCD).”

Quality Products

What kind of publication does
the pharmaceutical industry spon-
sor? It basically boils down to con-
ference proceedings and ongoing
newsletters. The MCD currently
publishes some 40 volumes of con-
ference proceedings annually and
right now puts out about 25 news-
letters. Each of these is indeed
sponsored, or financially under-
written, by a European pharma-
ceutical house large or small. The
company also markets about 35
abstract journals produced by the
BMD’s Database Service Unit. In
general, the MCD’s products are
high-budget, sharp-looking books
and papers, most carrying the logo
of the sponsoring manufacturer.

It’s a potentially lucrative field
and ESP faces fierce competition
from other STM (Science Technol-
ogy & Medicine) publishers. MCD
Managing Director Ton de Swaan
says quality will eventually deter-
mine who wins the biggest market
shares. “By quality I mean the
appearance of the publications, of
course, including artwork and
typesetting. Ours are beautiful.

“But by quality I also mean
speed of delivery, degree of ser-
vice, and flexibility of the organi-
zation, its ability to perform under
stress,” De Swaan emphasizes. “I

mean meeting deadlines which
would not normally be acceptable
to anybody. Quality also refers to
the integrity of the man or woman
handling the account. QOur busi-
ness is not a matter of securing
orders easily and moving on to the
next prospect. Our sales strategy is
a long-term affair.”

A Matter of
Credibility

Another key to the division’s
success is the unquestioned credi-
bility of its various publications.
“The industry wants to have its
publications recognized as inde-
pendent material by the target
audience of doctors and other
health specialists,” notes Olden-
hof. *“It is of no use to them if their
scientific material is tossed out
right away because it isn’t believ-
able. The publications must be
reliable and therefore worth read-
ing. This is where Excerpta Medi-
ca’s established reputation comes
into play.”

“There’s no doubt that Excerpta
Medica has a good reputation,”
De Swaan concurs, “but we will
have to go to substantial lengths to
safeguard that for the future. For
some time we have lived off our
reputation, but under current eco-
nomic conditions, we have to
prove ourselves every day.” From
De Swaan’s point of view, better
marketing is the ticket, and to this
end he’s reorganized his sales
department along geographical
lines.

Formerly, each Account Man-
ager was responsible for a handful
of pharmaceutical companies and
all their European subsidiaries.
“This meant that we might have
three Account Managers visiting

Rome at the same time,” explains
De Swaan. “It was an inefficient
and expensive way of doing
business.”

Under the new arrangement,
marketing responsibilities are bro
ken down more logically, by the
map. In addition to coordinating
all sales activities, Albert Olden-
hof covers the West German and
Benelux markets. Yona de Pimen-
tel concentrates on France, Aus-
tria and Switzerland; Philip van
Zwam handles Spain, Italy and
Portugal. The newest Area Man-
ager, Lucie von Leyden, is respon-
sible for the UK and Scandinavia.

Albert Oldenhof; Sales Coordinator.
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A Two-Way Street

Clients are already responding
favorably to the improved set-up,
according to De Swaan. “We're
guaranteeing them a better work-
ing relationship with their contact
person, who will now know more
about his client’s market. No one
can understand all the rules and
regulations in 15 countries, but
our people can learn three or four
countries very well. So at the same
time that we introduce efficiency,
cost-cutting and greater profitabil-
ity for ourselves, we actually
improve the delivery of services to
our clients.”

From the editorial point of
view, the MCD ensures the neces-
sary credibility by employing in-
dependent editors who are
authorities in their fields. Albert
Oldenhof, who served as Execu-
tive Publishing Manager before
assuming his current job, explains.
“When we publish conference or
symposium proceedings, we often
employ the chairman as editor.
Some of our competitors do this as

well, but for others it’s more diffi-
cult to make the right contacts.”

Still, the MCD’s publications

Lucie von Leyden, the MCD's newest Account
Manager, with responsibility for the UK and
Scandinavia markets.

are slick and sponsored by corpo-

rate entities, so what is to differen-

tiate them from more overt
advertising copy? “They’re essen-

tially informative,” says Oldenhof.

“Yes, the sponsor’s products are
often discussed, but competitors’
products are also mentioned and
negative comments about the
sponsor’s own products are not
uncommon.

*“The editorial advisory boards
ensure the accuracy of the con-
tents,” Oldenhof continues. “It’s
sometimes surprising to those not
familiar with the field, the extent
to which companies value this
objectivity. Integrity is an espe-
cially sensitive issue in the human
health field because you're talking
about life and death.”

A View to the Long
Term

Over the past few years, accord-
ing to Oldenhof, pharmaceutical
companies have been moving
away from strictly promotional
publications and becoming inter-
ested in more educational mate-
rials. This is largely in reaction to
charges from skeptical readers that
the industry was more interested
in selling its products than provid-
ing objective information about
them.

“Of course our clients are in the
business of selling drugs,” notes
Oldenhof, “but they realize now
that it’s in their long-term inter-
ests to be honest abou their prod-
ucts. I believe that our type of
publication ultimately performs a
public good. It offers doctors and
other specialists one of the best
possible ways to compare various

treatments in the many cases when
a drug-based approach is neces-
sary or preferable.”

De Swaan brings up another
important point. “The pharma-

ceutical industry is faced with
nothing but shrinking budgets and
stricter governmental regulations.
In Germany, for instance, it looks
like the sending of product sam-
ples to doctors will soon be forbid-
den. One of the best alternative
ways for the industry to promote
its products is via scientific publi-
cations like ours. So if we play our
cards right, I think we have golden
years ahead.”

In his former role as Executive
Publishing Manager, Oldenhof
coordinated the MCD’s editorial,
production and translation depart-
ments. Many of the newsletters,
especially, appear in various lan-
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Many of the MCD's newsletters are translated
into several languages by the division's own

translation service.




guages, and all the translation
required is done in-house. Trans-
lators must have a basic knowl-
edge of medicine, but it is
impossible for anyone to keep up
with every change in all the differ-
ent medical specialties. For this
reason the MCD makes use of so-
called medical supervisors, experts
working in the field, who check
the translations for scientific accu-
racy. The MCD’s reputation for
quality translation has inspired
quite a number of companies to
simply make use of the translation
service, which has become a sort
of MCD sideline.

As Coordinator of the Area
Managers, Oldenhof also acts as
liaison between the above-named
departments and the sales depart-
ment. “In consultation with our
Area Managers, I try to draw the
big picture for the clients,” he tells
us. “The Account Managers tell
me what the clients have in mind,
what they’re after. Then together
we determine how to meet their
needs.” This entails not only
devising a general promotional
strategy, but also addressing such
production details as cover design
and use of color, as well as admin-
istrative and financial matters.
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MCD publications are noticeably slicker than
most other ESP offerings, Here, the first issue of a
newsletter sponsored by the German
pharmaceutical firm Hoechst,

The Right Experience

Oldenhof is well-suited to han-
dling such decisions as he comes
from a background in publishing,
Before joining ESP, he worked in
both the desk editing and produc-
tion departments of the medical
and scientific division of Kluwer,
another large Dutch publisher.
There he learned the ins and outs
of typesetting and paper qualities
and printing processes. Before that

he studied English literature and
linguistics at university.

De Swaan’s background
includes 13 years with the giant
German pharmaceutical and
chemical concern Hoechst, fol-
lowed by a career in banking man-
agement. “Although I had no
direct experience in publishing,”
he says, “I've got lots of marketing
experience which is of course a
very substantial part of pub-
lishing.”

The Medical Communications
Division has sister branches in
Princeton, Tokyo, Hong Kong and
Sydney, all of which perform the
same functions as the Amsterdam
office in their respective geograph-
ical spheres. The once 3-person
Amsterdam office now employs
about 40 people, Princeton has 12,
Tokyo and Hong Kong four each.
Sydney is a one-woman office.
According to Albert Oldenhof, the
future is bright for this branch of
ESP operations.

Opportunities and
Hard Work Ahead

“There’s a lot of room for
growth in our business,” he
emphasizes, “but of course there’s
a lot of competition as well. Com-
panies now know what they want
from this sort of publication, and
they know what they should have
to pay for it. And let’s face it, since
this decade began, everyone has
set a more critical eye on buc zets.
There’s only one way to succeed
and that’s to put out the best pub-
lications at competitive prices.”

“There’s an unbelievable
amount of work still to be done,
though,” De Swaan cautions.

“Our acquisition efforts have in
the past lacked a certain structure
and depth and now we have to
fight to regain some lost ground.
For this reason I think 1987 and
maybe even 1988 will be very
tough years, but that the long-term
future is absolutely positive.”

De Swaan and Oldenhof are
already busy researching the pros-
pects for expanding current activi-
ties into related fields, like
dentistry, veterinary science, ho-
meopathy, and medical equip-
ment. The MCD is also organizing
more and more important medical
conventions in cooperation with
pharmaceutical manufacturers.

The attitude of the Medical
Communications Division is
nicely summed up in its motto,
‘Marketing Integrity.’ The MCD
takes great pride in publishing
much-needed information that is
objective and medically responsi-
ble, and free from commercial
taint, “Our scientific independ-
ence and neutrality make the
information extra valuable,” says
De Swaan. “But because we're
selling a quality product with a
worldwide reputation, we’re also
fairly vulnerable. If we don’t live
up to the customer’s expectations,
there are many other publishers
who are more than willing to take
our place.

*And we can’t assume that once
we’ve got a client, we're in, we're
set for life. Forget it, that’s not
today’s market. We must not get
lazy, we must keep doing every-
thing to the client’s satisfaction,
year after year in the case of the
ongoing newsletters, the backbone
of our business.” The man speaks
forcefully and you can be sure that
the MCD under Ton de Swaan
will not be resting on its laurels in
years to come.




by Hans Gieskes

For some reason, in 1981

and 1982, the war-torn
academic community in
Lebanon resumed its halted
purchasing of scientific
books and journals. As could
be expected, some new book
dealers emerged, and ESP
found itself doing quite an
attractive bit of business
with the Lebanese uni-
versity libraries, particularly
those in Beirut.

It seemed appropriate to
pay a short visit there in
October 1982 as part of a
trip to the Middle East.

I was going to be breaking
in Kevin Ward, the new
ESP Sales Manager,
showing him how to sell

STM (Science Technology & Med-
icine) books in this special market.
During the trip I quickly discov-
ered that Kevin needed little
encouragement or coaching to
become extremely successful
there.

We took off for Lebanon from
Baghdad, the capital of Iraqg. The
war with Iran already going full-
scale at that time, security was
tight and one’s luggage was always
thoroughly searched. No excep-
tions were made for anybody, but
Kevin, who had somehow man-
aged to lose the key to his expen-
sive leather briefcase, actually
talked his way through the police
checkout with it locked. This was
truly a remarkable feat; I had told
him gleefully that the authorities
were going to break open his pric-
ey briefcase whether he liked it or
not.

Then we were in Beirut, con-
ducting some profitable business
in back volumes. We were selling
complete journal runs for the
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years when the civil war had pre-
vented Lebanese libraries from
maintaining their subscriptions.
We paid a visit to the library of the
Engineering Faculty, located in a
fairly modern building on a hilltop
overlooking the strategically
important Beirut airport and the
town itself,

The librarian there was quite
distressed. Because the building
was solidly and safely built, with
large basements, and because of its
choice location, it had been occu-
pied almost continually for some
months. First in had been the Isra-
eli Army, then the Christian mili-
tia, followed by the Muslim
militia, and last but not least the
US Marines.

During our stay we met lots of
mean-looking US Marines, mostly
tall and chewing gum: early ver-
sions of Rambo. I also remember
one Israeli soldier who became
engrossed in a half-written journal
article he’d found on a professor’s
desk in the adjacent faculty build-
ing. He left behind his handwrit-
ten comments, as he himself was a
researcher in the same field at the
Hebrew University in Jerusalem.

When the Christian and Muslim
militia men left the building, they
did a lot of damage by firing ma-
chine gun rounds into the library’s
collection. It was sheer vandalism.
Although Kevin and I expressed
our sincere condolences about the
extensive damage, we were also
quick to pull out our back volumes
catalog and calculators.

As a souvenir, I picked up a
thick journal issue, unfortunately
not one of ours but one of Black-
well Scientific’s, which shows the
horrible effect which machine
guns have on scientific journals. It
is a fascinating, if morbid, keep-
sake of a rather unusual library
sales call on behalf of ESP.




Hanny Aarts of

JOURNALS
FULFILLMENT

: _— . When your dreams are ‘ful-
R . _ filled,” they are converted into

4 b reality. In much the same way, the
Journals Fulfillment department
converts into reality the thousands
of journal orders ESP receives
each year. It’s a staggering amount
of work, especially during the
October to March busy season.
Fortunately the whole compli-
cated process is managed most
capably by Hanny Aarts, who
started working for North-Holland
in 1964.

zzzzz

Aarts was raised on the Dutch
island of Curacao in the Carib-
bean. At age 20, she went ‘home’
to Holland, temporarily moving
back in with her parents. Soon
afterward she began to think about
going to work.

Aarts had always believed that
work and family can be combined
if one is willing to make sacrifices,
to forget about ‘having it all.’
“You must accept that if you want
a career, you have to give up your
home life as it used to be,” she
cautions. “I find that women are
._ 4 not always willing to do this. They
Hanny Aarts, in front of a wall full of memos want everything at once and that’s
and Caribbean travel posters. not always possible.”
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furniture manufacturer, handling

administration, salaries and sales.

A newspaper ad for an opening at

North-Holland caught her atten-
tion and her career in publishing
was begun.

“I never had a specific desire to
be in publishing,” she recalls,
“and at first I didn’t think I'd stay
very long, but it’s been 22 years
Nnow...

“You grow into things. At that
time North-Holland was a small
company and you were supposed

to do everything. You had to type
invoices (on a manual typewrit-
er), prepare labels, stuff issues
into envelopes. But I started to
like it; it was a nice company with
good management.”

Aarts worked seven years at
North-Holland before the merger
with Elsevier in 1971. Marketing
Services Deputy Director Ger de
Boer was personally responsible
for making sure Hanny made the
jump to Elsevier, and they’ve been
working together well ever since.
“Ger has an enormous knowl-
edge of everything concerning
journals,” she explains. “He’s also
a good boss in that he leaves me to
do my own job, he doesn’t stand
over my shoulder watching me.”

The Trends section: (l-r) Regina Dannenburg,
Monique Roepert, Tinne Toussaint.

Moving Up

Hanny’s initial achievement at
ESP was the establishment of the
company’s first customer service
group. “After the big problems
had been solved and it was a
smooth running unit,” she remem-
bers, “I created the NAW (Name/

Address/City or address correc-
tion) group and ran that for a few
years.

“Then I was asked to become
head of Journals Fulfillment. This
was something different. I knew a
lot about subscriptions but this
was a large department with a lot
of problems at the time.”

Meanwhile, Aarts had re-
married and moved to Limburg
province in the south of Holland,
g two hours by train from Amster-

dam. A lovely, hilly region nestled




Aarts with Antoineire Knight, section head,

customer service.

between Belgium and Germany,
Limburg is about as far as you can
get from Amsterdam and still be
in Holland.

**Ger gave me two months to get
tired of the commute, but I said
I'd do it and I’ve been doing it
now for nine years. I get up at 5,
my husband brings me to the sta-
tion at 6:40, and I catch the 7:00
train to Amsterdam.

“There’s a group of commuters
I’ve known for years. We sit
together every morning and drink
coffee and exchange newspapers.
It’s different afternoons because
not everyone’s on the same sched-
ule, but you either find someone

Assistant Manager John Koks handles the

problem.

you know or try to get some sleep.

“I wouldn’t do it by car but by
train [ don’t mind it, I'm used to
it,” continues Aarts. “If I didn’t
like my job that would be another
thing, but I do and I like my home,
too. I have a nice house, my hus-
band works there, my daughter
married there.”

According to Aarts, the most
difficult aspect of the situation is
the lack of time she’s got to do
shopping. “At 6:00 the shops close
and that’s it. I have to shop on Sat-
urdays and it’s always so crowded.
That’s what I like about the States,
that you can do your shopping
after you’ve worked or even on
Sundays.

“They talk about getting more
women to work in The Nether-

A Lot to Coordinate

A compatible team:
and Ellen Toonen,

Hanny Aars, John Koks

lands but this sort of problem is
never mentioned. Of course it’s
not only a women’s problem,”
Aarts adds, “it’s just as ridiculous
for men who live on their own and
work.”

The department Hanny runs
now numbers 34 people. Various
sections are responsible for order
entry (including rolling subscrip-
tions and society subscriptions),
customer service, Trends journals,
magnetic tape orders, output
checking, labeling and invoicing,
and special services (free sub-
scriptions, new arrangements for
new titles).

Stella Fenjey, Section head, Trengs Journals,

R




“It’s really a major operation,”
says Aarts. But fortunately, she

Ellen Toonen, and since last year,
two assistants. John Koks is con-

and tape exchange--all the com-
puterization questions. Hubert
Soentpiet handles customer ser-
vice and the so-called output sec-
tion, which checks all outgoing
invoices.

Aarts says she’s been lucky with
her co-workers. “What I like most
about this job are the people I
work with. In fact it wouldn’t be
possible to do my job without the
support and cooperation of all the
people in my department. And I
wouldn’t enjoy working all by
myself.”

Key to the future of the Journals
Fulfillment department is the
development of a new computer
system to replace the present Isa-
bel system, now almost ten years
old and no longer suitable. “Isabel
II will be a much more advanced
system, more appropriate to our
needs and the needs of the pub-
lishers says Aarts. “Right now we
cannot comply with many of the
requests we get from the publish-
ers, because our current system is
not equipped to deal with them.”
The Journals Fulfillment depart-
ment has already indicated its
wishes with respect to a new com-
puter system and is now awaiting
input from the publishers and
board approval before a specific
system can be designed.

has the help of a trusted secretary,

cerned with order entry, invoicing,

One Woman’s
Perspective
After more than twenty years

with North-Holland and ESP,
Aarts offers her view of the chang-

ing role of women in the company.

“When I started there were
women working here but they
were almost all young, unmarried
girls. It’s a little different now.
Some of the women are getting
married, having babies and com-
ing back to work. The real change
is people now understanding and
accepting a woman'’s right to her
own work and her own life. The
mentality of the society is chang-
ing in that sense.
“Basically this is a good com-
pany for women, it’s possible to
get ahead here. But it’s still true

Wubbo Tempel, 27, joined ESP

that a woman has to prove herself
more than a man. And I think it
will stay that way, because in gen-
eral men still decide that sort of
thing,
“I’ve had no problems as a
woman boss, it’s worked out well.
When I first started out I was the
only woman at meetings, but more
and more women are attending
meetings now. I was young at the
beginning but I was always confi-
dent, partly because I knew there
were people standing behind me,
supporting me. I was always given
chances, opportunities. Well, per-
haps I helped create them...
“I don’t think I'll be in this job
until I’'m pensioned, though,”
Aarts laughs. “Something has

always come along so who
knows?"’

Hanny Aarts.

Ellen Toonen, secretary (o

Amsterdam on September 1, 1986
as assistant to James Kels, new
Managing Director of ESP. In his
newly created position, Tempel
will research a variety of organiza-
tional and marketing topics. Tem-
pel was formerly the technology
editor of the economics section of
the Elsevier-owned NRC Handels-
blad newspaper. Before that he

studied biotechnology and man-
agement at the University of Wag-
eningen, In November, Tempel

joined the Editorial Board of ESP
WORLD.

Uassy uosyyy

Allison Essen has been named
Marketing Manager in the
biomedical marketing group of
ESPC Inc., New York. Essen
comes to Elsevier from Springer

Verlag where she headed journals
promotion.




For the second year in a row,
ESPC Inc., New York has been
awarded a Certificate of Merit for
its efforts in hiring disabled per-
sons. The award, given by the
Mayor’s Office for the Handi-
capped, was presented October
9th as part of National Employ the
Handicapped Week in the United
States. Representatives of ESPC
Inc. were honored by Mayor Koch
and other New York city officials,
members of the disabled commu-
nity and various business organi-
zations,

Josephine Monker, Director of
Personnel in Amsterdam, spoke
for the entire company when she
said, “It is very important for our
organization to manifest itself as a
socially responsible employer
worldwide and we are very proud
that ESP New York is a trendset-
ter in this regard.”
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Business World

Elsevier International Bulletins
(EIB) is located in that great
center of learning in the UK,
Oxford. It’s housed together with
Elsevier Editorial Services Ltd.,
just minutes away from the
famous spired colleges. Until
recently managed by Tony Powell,
this small (15 employee) branch
of ESP publishes 19 monthly
newsletters aimed at the interna-
tional business community. News-
letter topics fall into two general

Mayfield House, Oxford, home of Elsevier International Bulletins and Elsevier Editorial Services Ltd.

categories: the material sciences

and general technical information.

The latter includes data storage

and computer security, currently

the fastest growing area of interest.

The newsletters aren’t much to

look at...they’re produced on desk-

top publishing equipment and run
only about 12-16 pages, but the
information they contain is con-
cise, current and geared to a nar-
row target audience. Subscription
prices are fairly steep: up to fl. 825
or US $355 a year.

The editorial content of each
bulletin varies but is generally a
mix of original articles, summaries
of research reports and patents,
and news of technical break-
throughs. Most newsletters also
carry opinion pieces and other
subjective information. The news-
letters discuss not only science and
technology, but also market trends
and other pertinent economic fac-
tors. Special theme issues are often
published on particular topics.

The market for Elsevier’s inter-

national bulletins is quite different
from the market for most other
ESP products. According to Pow-
ell, newsletters such as these are
read by technical directors, re-
search and development directors,
and other senior executives in
industry and commerce. Direct
mail has proved the most effective
way of reaching the potential read-
ership, resulting in 95% of sales.
For its direct mail campaigns the
company uses its own extensive
prospect lists, built up over the
years, as well as additional mailing
lists purchased from outside
brokers.

In fact, it was Tony Powell’s
experience in direct mail that led
him to EIB, After beginning his
career in the London office of the
American publisher Macmillan, he

spent sev_eral years as a consultant,




writing not only direct mail pieces
but also film and video scripts for
commercial business publishers
and non-profit organizations like
International Planned Parent-
hood.

Currently, 25% of bulletin sub-
scribers are based in the UK, 30%
in the rest of Europe, 25% in
North America and 20% in the
rest of the world. North America
represents the fastest growing mar-
ket although there are some 300 to
400 competitors selling similar
newsletters in the US. They tend
to stick to US issues, though,
whereas ESP’s bulletins are more
internationally oriented.

Market-Driven
Publishing

“It’s a market-driven type of
publishing,” explains Tony Pow-
ell, “Industry is less homogeneous
and more demanding than acade-
mia. Many newsletters have only a
five-year life expectancy, which we
have to anticipate.”

Because of the subjective nature
of the marketplace for EIB prod-
ucts, meaningful market research
can be difficult to carry out. “It’s
sometimes more cost-effective to
produce a year’s worth of issues
and see how it goes than to spend
overlong undertaking research,”
says Powell. “But you must intro-
duce every new bulletin with a
commitment to succeed. Because
we’re Elsevier we can’t, unlike
some of our competitors, publish
indiscriminately and then drop
titles: it impacts on our reputation
and credibility.”

Brochure for the EIB-organized Third National
Computer Security conference.

Since 1978 when EIB operations
started, revenue has been growing
steadily. Over the last three years,
it’s been growing at nearly 30%
per annum. The company’s pub-
lishing of special reports (in-depth
state-of-the-market analyses and
techno-economic surveys) has
also been flourishing since 1983.
Although currently representing
only a small (10%) fraction of
total EIB revenues, Editorial Man-
ager Chris Lloyd foresees rapid
expansion in this area over the
next few years.

“We plan to mirror the success
US newsletter publishers have had
with $300-700 reports,” says
Lloyd. “We now have all the nec-
essary preconditions in place:
extensive lists of potential buyers
(who already subscribe to our
publications), highly-regarded
prospective authors (who already
contribute to the bulletins), and a
growing reputation in the
marketplace.”

Beginning in 1984, EIB has also
been organizing successful confer-
ences, such as the 200-delegate

Third National Computer Security
Conference, held last October in
the UK. Conferences are orga-
nized by Karen Richardson and
designed to appeal to readers of
particular newsletters. They are
viewed as standard commercial
ventures but also serve as an
important part of the complete
information service EIB is offer-
ing. The marketing goes, “You’ve
had the bulletin, then the report ...
now fill in the gaps at the confer-
ence.” Naturally conferences also
offer an ideal recruiting ground for
new authors and contributors and
future speakers.

Tony Powell left EIB at the end of
1986 to become Managing Direc-
tor of Eclipse Publications, a com-
pany within the Wolters Samson
Group.

A sampling of current EIB newsletter titles.
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S & T (chemistry)

Optimization of Chromatographic
Selectivity

A Guide to Method Development
by P. Schoenmakers, Philips
Research Laboratories, Eind-
hoven, The Netherlands

The first detailed description of
method development in chroma-
tography, this book treats all four
aspects of the overall process:
method selection, phase selection,
selectivity optimization and sys-
tem optimization.

Chemometrics and Intelligent Lab-
oratory Systems (incorporating
the Chemometrics Newsletter,
official bulletin of the Chemome-
trics Society)

Publishes articles about new devel-
opments in chemistry laboratory
techniques and related disciplines
which are characterized by the
application of statistical and com-
puter methods. Special attention is
given to emerging new technolo-
gies and techniques for the build-
ing of intelligent laboratory
systems, i.e. artificial intelligence
and robotics. The journal aims to
bridge the gap between chemists
and scientists from related fields,
statisticians, and designers of lab-
oratory systems. To promote
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understanding between scientists
from different fields, a special sec-
tion is devoted to tutorial articles.

S & T (technology)

Management of High-Technology
Research and Development
by J. H. Dumbleton

Offers an up-to-date treatment of
the research and development pro-
cess and the role of R & D in the
corporation. It is intended for R &
D and general managers, particu-
larly in industry, and is also suit-
able as a teaching aid in business
schools. A second print of this suc-
cessful book will appear early this
year.

S & T (geosciences)

Journal of Contaminant
Hydrology

Publishes scientific articles per-
taining to the contamination of
groundwater, thus providing a

Contaminant Hvdrology




common forum for a diverse
group of scientists involved in
investigations of groundwater con-
tamination. The emphasis is on
investigations of the physical,
chemical, and biological processes
that influence the behavior of
organic and inorganic contam-
nants.

Ore Geology Reviews

Aims to familiarize all earth scien-
tists with recent advances in a
number of interconnected disci-
plines related to the study of, and
search for, ore deposits. The jour-
nal covers topics related to “ore
geology” in its broadest sense.

Groundwater Modelling

An Introduction with Sample Pro-
grams in BASIC

by W. Kinzelbach, Institute of
Hydraulic Engineering, Stuttgart
University

Provides the reader with the nec-
essary details to start modelling on
his own. All major techniques are
illustrated by a total of 19 sample
programs in BASIC which can be
modified by the reader to suit his
own needs. This is the second
book published in the Earth Sci-
ences field with which a diskette is
delivered.

The Origins of Arcs

A collection of papers presented as
distinguished guest lectures at the
International Conference on the

Origin of Arcs held at the Univer-
sity of Urbino last September,
under the joint sponsorship of the
European Union of Geosciences
and the Italian Geological Society.

Elsevier Science Publishing Com-
pany, Inc, New York

Directory of Online Databases
(Cuadra/Elsevier)

The top-rated reference to over
3000 online databases available
through more than 450 online
services worldwide. Published by
Cuadra/Elsevier, a partnership
formed by Cuadra Associates,
Santa Monica, CA and ESPC, Inc.

Journal of Business Venturing

Publishes empirically-based
research on entrepreneurship,
including both independent start-
up ventures and ventures within
existing corporations. The first
issue featured an article by Presi-
dent Ronald Reagan.

Journal of Investigative
Dermatology

Publishes original papers and
reviews pertinent to the normal

and abnormal function of the skin.

This is the official publication of
the Society for Investigative Der-
matology and the European Soci-
ety for Dermatological Research.

Microcomputers in Civil
Engineering

Provides a forum for the publica-
tion of papers on the application
of microcomputers in civil engi-
neering, including structural engi-

neering, environmental and water
research engineering, geotechnical
engineering, transportation engi-
neering, and construction.

Housing Finance Review

Presents the results of the latest
research in housing finance and
provides a forum for continuing
dialog on related policy issues. It is
published by the Wharton (Uni-
versity of Pennsylvania) Real
Estate Center in collaboration
with ESP New York.

Basic Methods in Molecular
Biology

by Leonard G. Davis, Ph.D., Mark
D. Dibner, Ph.D., and James F.
Battey, M.D., Ph.D.

Designed for easy access on the
laboratory bench, this spiral-
bound manual presents more than
80 of the most recent laboratory
techniques and methods in molec-
ular biology in a form that facili-
tates quick lab set-up and replica-
tion. The methods included have
been tested and many represent
improvements and optimizations
of previously published
techniques.

International Financial Markets
by J. Orlin Grabbe, The Wharton
School, University of Penn-
sylvania

A current, comprehensive new
text for MBA students which
introduces the vital concepts and
methods involved in the three
major international financial mar-
kets: foreign exchange, eurocur-
rencies, and international bonds.

Clinical Virology Manual
by Steven Spector, Ph.D., and
Gerald J. Lancz, Ph.D.

This new reference provides clini-
cal laboratory personnel and phy-
sicians with detailed information
on individual techniques and
basic and clinical information on
viruses and viral diseases that aid
in the diagnosis of viral infections.

Elastic Energy Methods of Design
Analysis

by Ralph J. Harker, University of
Wisconsin, Madison

Starting from fundamental con-
cepts based on the principle of
conservation of energy, this new
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